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AT&T solves VoIP's 911 issue

By Leslie Cauley, USA TODAY

NEW YORK — AT&T says it's solved a problem that has dogged
Internet-based phone service: how to provide emergency 911to
people who use VolP — short for Voice over Internet Protocol —
on the road.

The problem: VolP users who call 911 from hotels and other
remote sites sometimes can't be found by 911 operators. That's
because the correct locations of these "nomadic” users don't
show up on operators' screens.

The Federal Communications Commission has given Internet
phone carriers until Nov. 28 to make their VolP services 911-
capable. AT&T's rival carriers are still working on the problem.

The national 911 service uses databases crammed with
customers' home addresses to pinpoint the location of callers
VolIP is mobile. So home addresses are meaningless if a
customer uses an Internet phone in a different location.

AT&T, which invented the USA's 911 service in 1968, estimates
that about 5% of its 53,000 VolP customers use the service on
the road. There are about 2 million VolP users nationwide.
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"That s the bane of everybody's existence," says Robert Quinn, an AT&T vice

president.

AT&T's nomadic solution, called Heartbeat, uses its Internet network to track the

location of users. Here's how it works:

When VolIP customers power down, AT&T's network will automatically suspend VolP
service. Once the phone adapter is plugged back in, AT&T will ask the user to verify

his or her location.

For customers who indicate they haven't moved, service will be instantly restored. If
they have moved, they'll be directed to an 800 number or a Web page to register the

new location.

AT&T's VolP units — soldunder the CallVantage name — are programmed to contact
the carrier's global network once every 24 hours. During these communications, AT&T

sends software upgrades and does maintenance.

Heartbeat works off that same protocol, Quinn notes.

AT&T's solution isn't foolproof. If a customer fails to verify he's moved to a remote

location, AT&T has no way to check, Quinn says.
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travel outside that footprint will immediately lose service, Quinn says.

Quinn allows that AT&T's fix "isn't the most elegant solution." Still, he says, AT&T is
hopeful it will help educate the public about VYolP, particularly the 911 limitations.

AT&T, which has been sold to SBC — the deal could close as early as next month —
is open to licensing its Heartbeat solution to other carriers, Quinn says.

The letter outlining the Heartbeat plan was sentto the FCC on Friday. Quinn says
AT&T developed the plan after talking with FCC Chairman Kevin Martin.

Vonage, the USA's biggest VolP player, is working with vendors to meet the FCC's
Nov. 28 deadline. Spokeswoman Brooke Schulz says Vonage's 911 plans are
"moving along nicely."
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Yncrezsing Margins with Lower Transport Costs

Carriers are expanding their networks to compleie coverage, increase
QoS and grow market share. As a result they face rapidly increasing
transport costs. Whether it is local loop charges or backhaui transport,
carriers need to quickly address operational expenses to drive fiscal
performance

Carrier face other issues, like having limited configuration options and
spotty coverage in residential and rural areas. While most networking
companies can deliver in certain areas, very few have a wide footprint.
Those that do have broader coverage, usually have rigid pricing
structures and inflexible service configurations. Worst of all, you are
often buying from a competitor or their parent company

Comcast's services can be deployed quickly and efficiently with
minimal wait and bureaucracy than you are typically confronted with
when purchasing services from traditional telephone carriers. Corncast
We offers carriers a range of services that can support your voice and
data transport needs with much lower costs. From traditional TDM,
ATM and SONET, to Ethernet and managed wavelength configurations,
Comcast has a solution to meet virtually any requirement.

Our pricing structures aren't impacted by LATA boundaries or local
loop charges allowing us to offer more flexible terms. We can
provision a tailored network that can rapidly scale so you don't need
to over-engineer for future demand.

Comcast Commercial Services leverages the massive network of our
parent company. This allows you to have managed access on a carrier
class transport network designed for broadband applications. Our
reach is broad and deep, with capacity in dense urban, sprawling
suburban and even many rural areas others can't reach. More
importantly, Comcast's Network is not part of the traditional
telecommunications infrastructure, allowing Comcast to offer a
physically diverse routing.

Comcast Advantage
Lower-cost data and voice transport on a single company's fiber
network with broad reach and technical and economic flexibility.

Carrier Benefit

Cost-effective transport that can reach into new markets and scale at
a moments notice. A stable and reliable service from a trusted
network provider.

Contact us today to find out how your transport needs and our
capabilities can be meshed for the technical and financial benefit of

1/26/2007
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AT&T Wholesale

Welcome to AT&T Wholesale Services

Years of experience serving wholesale customers, targeted investment in our network and technology
innovation have positioned AT&T as an industry leader. With AT&T Wholesale's dedicated sales,
customer care and global operations teams at your side, you will have the networking expertise to
support a full range of voice, video, data and | P services - for you and your customers.

AT&T Wholesale Services creates offers to:

+ Help you grow and evolve your customers' businesses, as well as your own, with both traditional

and emerging services;

e Extend value of existing services with technological advancements inIP, VPNs, e-Services, VoIP
and security; and

e Deliver customized solutions for carriers, wireless operators, cable M50s and systems integrators
for scale and value.

Citing ieadership in product innovation and marketing advancement. Frost & Sullivan selected AT&T
Wholesale the 2007 North American Wholesale Business Services Company of the Year. AT&T was also
recognized for it's market potential, technological innovations and successful execution of key business
initiatives.

Global Ent.erbrise and Wholesale Customers Can Now Manage Their Network Anytime, From Anywhere

New Optical Mesh Service Gives Enterprise and Wholesale Customers Unprecedented Control Over
Their Network Capacity

: ., All rights reserved
AT&T 15 a reg|stered trademark of AT&T Knowledge Ventures.

http://mw.business.att.com/?segrncnt=whole 2/27/2007
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ATRT Named "Best National U.5. Wholesale Provider” in capacity Magazine's $econd Annual Glohat Wholesale Awards
San Antonio, Texas, November 13, 2006

Amcrsterdam, Netheriands — ATBT Inc. (NYSE:T) today announced that AT&T has Further solidified its posilion 25 & lmclmg provider of whole
s@rvices, receiving the *Best National U.S. Wholesale Provider” award from Capacity ma sazine, as part of the publication's sacond annua! Globai
Wwholesale Awards. The award was announced atthe Capacity Europe 20086 conference 11 Amsterdam.

Capacity s the Only inonthiy publication that focusas on the latest business technigues and strategies for bringing innsvation and efficiency to the glaba
wholesale telecommunications industry. The judging panel for the awards included leading telecem indusiry analysts from the Yankee Group, Gvu n and
ATLANTIC-ACM as well as the aditors of Capacity.

"AT&T won the "Best National U.S. Whatesale Pravider” award baset! on the reach of th : 2T&T network, guality arid performance of the network, ai el
as the company's successful integration post-AT&T and SBC merger,” said Mark Kemp, “£0 and editor i chiet of Capacity. The award was judged on fn
factorl;: auality and performance of network, reach cf network, speed to market, pricing strategy and investmaret in network

ng ther reach a

e AT T s
g, ATRT ENte

"Our award-winning network that supports the ¢ comvergence of voice, data, and video is key to hkelping our cuntumC"S axt
their potential in a rapidly changing businegss Envirghment,” said Sharry Charles, vice gresident of ATRT Whole Marke
ine, "From Day One, the ATET-SBC merger integration has been customer-focysed fo simplify and Improve processas-and make the b :
cugtomers. We are pieased to be recognized for cur commitment to defiver reliatile, cost-effective solutions Bullt on a robust network infrastructure, anc
this award substantiates our leadership.”

AT&T operates one of the largest, most sophist xd and secure cormnuncations networks i the world, ATET's longstanding tradition of network
parformance, refiability, quality, innovation and serurity form the corngrstones WY

of the sorvices peorofolin. ATERT's LS. networks consistently deliver more
than 94.9% percent network reliabilicy, mcluding more than 99 wrcent IR/MPLS network availability, through groactive 24x7 network manitorisg

ATET hes one of the largest voive networks in the U.5. It trangport facilities consist of more than 0,000 route ¢ 2 nnte i, inelyding 14§
miies of next-generation fiber capable of supporting GC768. Guvenad with an nteihgent optical network and over 6, H SONET rings, T has one oby
fargest and most relizble IP/MPLS networks in the U5 connecting 36 cities vig muitiple OCA8/0C192 inks and more han 100 samaller 5 1 the
backbone with multiple 0C3s in a star configuration. Farlier this year, AT&Y announced itg intenlion to upgrade core routes within s U WOk Lo
OC768.

hs aleading provider of wholasate services, AT&T provides complete end-to-end solutions locally and giabally for carriers, wirgless operators, cable
providers, systems integrators and internetservice providers. The company can heip businesses grow by v-xtenrimq their Footprint, strengiening their
network infrastructure, making their internal business operations more gfficient and complementing their existing offers with value-added applicaton
SOMVICES,

Note: This AT&T release and 0il%r news announcements are avaifable as part of an R3S feed at www.att.com/rss,

About ATRT

ATEY [nc. s one of the world's largest telecommunications hokding companies and is the largest in the United States O;;*eraz:‘n_g gratialiy unier the ATE
brand, AT&T companies éré recognized as the leading worldwide provigers of 1P based communicalions services to busmess dnd as (padng L5 p
of high speed DSL Internet, iocal arid jong distance voice, andt directory publishing and advertiSing senvices. ATET dnc. “L’US @ GO percent owniisiig
interest i Cingular Wireless, whichis the No. I U.S. wirefess services provider with 5&.7 mfﬁ’Off wireless CUSEOMErs. Additional jaformation ahout Af&f
Ing. and AT&T products and services is available at bttp://www.a _;,mm

s

& 1006 ATBI Knowledge Ventures. All rights reserved. u sidiaries and affiliates of ATE&T Inc. provide products and services under the ATRT brand.

~ Knpwladge Yentures. All righrsresesved. Privacy Policy

it/ hrens: ohen r\nm/rn:n/ﬂrpnc.,rnnm')rn'r]::qﬂQ’-l'Rrﬂﬂ‘!ﬂmr:lur.cfrﬂpulca'rﬁr'lﬂidﬁ?q1 10 : . 12/7/2006
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Products & Services

Voice Networking Solutions

The full spectrum of wholesale voice capabilities provided by AT&T helps you simplify the way you
purchase and use voice communication services which are highly marketable to your customers. With
AT&T as your single-source provider, you gain access to our powerful voice networking solutions.

Data Networking Solutions

AT&T has been buiiding and delivering mission-critical data services to service providers for many

years. Our data services help you build flexibility, high reliability, performance and scalability into your
service offerings.

| P Networking Solutions

AT&T is a global market leader in IP networking. Our customers confidently and cost-effectively
incorporate leading-edge technologies and capabilities into their own networks - and those of their
customers - by selecting from AT&T's extensive wholesale IP and Managed Services portfolio.

Value Added Services

AT&T Value-added Services enable you to build flexibility, high reliability, performance and scalability
into your application services offerings.

http:/lw.wu.business.att.com/services.jsp?repoid=ProductCategory& segment=whole 2/27/2007
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?ggeS!—larbor Statement Under the Private Securities Litigation Reform Act of

This presentation discusses the Company's future business outlook. Inthis presentation
we will make projections and other forward-looking statements regardmlg future events or
the future operational and/or. financial performance of the Company, including without
limitation statements regarding future revenue, including VoIP, T1 and wireless revenue,
A-EBITDA([;)ro'ectlons our plans for new services, such as ADSL 2+ bonded T-1, metro
Ethernet, G.SHDSL, II5TV, video, WiMAX service and wireless broadband, and the stability
of the regulatory and legislative environment. The Company disclaims any obligation to
update any projections, estimates or other forward-looking statements. We caution you,
that such statements are only projections and actual events or results may differ materially
as a result of risks facing the Company or actual results differing from the assumptions
underlying such statements. Such risks and assumptions include, but are not limited to,
the Company's ability to continue to enhance and expand sales of its services,. deploy new
services, increase automation in its processes, respond to increasing competition from
other companies that provide voice and data services, manage the o__mpanY'_s growth
maintain suitable interconnection agreements with the phone companies, all in‘a timely
manner, at reasonable costs and on satisfactory terms and conditions, as well as new
regulatory, iegisiative, and judicial developments. All forward-looking statements are
expressly qualified in their entirety by the above "Risk Factors" and other risk factors and
cautionary statements included inthe Company's Forms 10-K and 10-Q filed with the SEC.

Please refer to our Q3 2006 Earnings Release and attached tables at
http://www.covad.com/companyinfo/investorrelations/ for reconciliations of non-GAAP
Inancial measures to the most comparable GAAP financial measures.
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Covad is a national, facilities-based provider of voice, wireline and
wireless broadband services

« Foundedin 1996, recently celebrated 10% anniversary, ~1,000 employees

« As the leading next-generation communications service provider, we are
transforming communications through broadband innovation

- Largest ADSL 2+ network with capabilities to deliver next generation broadband and voice services to
over 14 million homes and businesses

— Largest market share of Hosted VolP with a complete product portfolio addressing the SMB market!
Leading fixed wireless provider, uniquely positioned to capitalize on the emergence of WiMAX

+ National Network and Scalable Infrastructure
- 2,050 central offices across 235 MSAs

Next-generation network capability in 11 Tier 1 markets
« LPVA, Bonded T1, ADSL 2+, MetroEthernet, Video, G.SHDSL

100 wireless base stations passing 500,000 businesses

- Making an excellent customer experience our #1 priority

- 532,000 Access Lines
~ 2,500 VolIP sites (47,000 users)

- 3,100 Wireless customers

1 - Instat, January 2007
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Covad has continued its transition from a wholesale broadband-only
company to a differentiated Next-Generation Communications Service
Provider.

- Actively transitioning from legacy, data-only productsto bundled
voice and data solutions sold direct

= 43 06 Direct subscription revenue mix: $40M, 37% of total subscription revenue

- Unique growth products continue to gain scale
. $44M in subscription revenue in 43 06, +51% from Q3 05

« Fueled primarily by T1, VoIP and Wireless

- Next-generation network build-out completed in 11 top markets

- 758 central offices in Covad’s largest markets, capable of offering service to over 14M
homes and businesses

» Expanded wireless broadband services, presence infour key markets-
SFO/Bay Area, Los Angeles, Chicago, Las Vegas

- New partnerscontinue to seek Covad for its |
national scale and unique product capabilities |

Page9‘of 55 i 7
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Largest National, Facilities-based, Next-Generation Communiéations

Service Provider

. 2,050 COs in 235 o
MSAs

Portlarfti
1 Minneapolls Manchester
- Next-generation A
_ ~ Grand Rapid¢® %Detro_l_t b, oston
network . _ Chicaam. CIQWIangng?ur_?h ° Hartord
' i T e ' Colugnbus. ¥ et
_ 758 COs In top 11 SacramentoQ Salt Lake City BT o Philadelphia
markets* San Franciscoﬁ » St?'-‘l-:}“slndlanabolls "' Washington DC
Sunnyval'e;. Las Yegas Denver gft;s“ £t & _ ‘_f.-;:‘flchnr-nfo?:
i ol ! Loutsviife 77" %% Norfo
— Capable of serving Santa Barbara :.} Abaqueraue ou “Ngshvme P
~14M+ homes Los Anacles * Phoenlx e Memphis' Charlo
and businesses Sanblego s Scotisdale
Tl:cson o s, Dallas B'. . * Atlanta
: irmingham
- LPVA, Bonded T1, ADSL e gham
2+, MetroEthernet, sanAntonio 4k * New .
Video, G.SHDSL - Mouston  orleans  Tamga Orlando
Capabilities Legend Miami
i ® ATM Hub Sit
« 100+ wireless base * Internet Pops
stations passing CO footprint

500k+ businesses

— SF Bay Area, Los
Angeles, Las Vegas,
Chicago

'Markets include: Atlanta, Chicago, Dallas, Los Angeles, Miami, New York City, Philadelphia, San Piego, San Francisco/San lose, Seattle, Washington, DC



COJAD Covad

Covad's focus is driving growth from bundled voice and déd’aﬁf
through its Direct channel, targeted at the SMB market

SOHO = VSB . SMEB  Distributed Medium Enterprise
Consumer {1 5} o {5-2{)} {2?:18{}} Enterpr;se{’i{lﬁ-‘li}ﬂﬁ} ‘1.000+)
Covad -
Wholesale
Direct Wholesale
Q3 06 Subscription $39.6M, 37% $68.5M, 63%
Revenue, Mix
Annual Revenue Growth 24% (0.5%)
(Q305t0Q306) . U
Koy G ‘h Product Business ADSL, T1/Bonded Business ADSL,
ey Grow roducts - T1/Bonded T1, VOA, LPVA,
# of Sales Reps 150+ 20
# of Selling Partners 1,400% Agents/ Dealers 300+




Page 12 of 55
» Accelerated revenue growth from differentiated products

. Fully launched LPVA in all 11 markets as of the end of 2006, sales volume has increased
substantially

o Strong growth expected to continue from T1, VoIP and Wireless

- Leveraging the next-generation network capability for new products
LPVA: launched in Q4 06, ADSL 2+ and Bonded T1: 1H 07

» Unique set of assets will continue to attract strategic partners

TEarthlink __ <92
£JEarthLin speakeasy

- Recent AT&T merger concessions provide stable regulatory
environment

- UNE and Special Access rate freeze until 2010
. No forbearance petitions with the FCC during this time



A-EBITDA

$30.0 -
$25.0
$20.0 1
$15.0
$10.0 4
$5.0 | $2.8 -

+o |

Y g0 | ($3.4)
($10.0) T ($7.4}" (¢8.0) [HES
(315.0)- ($11.9)

& in Mijlio

Q105 Q205 Q305 Q405 QL06 Q206 Q306 Q406G

= $16.4M in A-EBITDA growth
21% reduction in Q3’06 SG&A spend

= Cash flow positive in Q3'06, excluding
$14.6M in next-generation network
project expenses

Notes:

Page 13 of 55

Total Revenue

$125 - $119-
- \ 121
S $120 4 $118 $119 $119
f $115 =

$115 ' L $112 $1l4 |
@ $1®9 $108 j l

3 06
<100 one Q Q4

06G

25% Annual growth from Direct Business

= $7M in VoIP subscription revenue in
Q3'06, 84% annual growth

« $22.8M in T1 subscription revenue in
Q3’06, 43% annual growth

» 51% Annual growth from Growth Products

« All annual growth and comparative metrics are measured from Q305 to Q3'06
» 206 A-EBITDA includes the benefit of a transaction tax adjustment of $19.5M and a $2.1M employment related tax adjustment. Excluding

these one-time items, A-EBITDA was $4M

» Q106 includes $1.7M benefit from ACCA; without ACCA, A-EBITDA in Q1’06 was $1.0M
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. 03 05-06
Subscription Revenue CAGR
$120.0, s $108.2
107.6 .
5050 $100.9 $102.5 $105.4 ) A 7%
$100.0 $957 : = - =
l‘.._———
$80.0 72, .
0 $721 $71.8 $71.7 $70.5 $68.6 666.6
S [ - — : $64.2
= . 4\.\. Y
E  $60.0 (10%)
£ $44.0
41.0
@ $36.8 \ 51%
$40.0 $29.2 $3€1’/”/—’/4
$23.6 $26.2 RS —
PUNSINSESSSS s
$20.0
$00 l T - T T — T 1
Q1 05 Q2 05 Q3 05 Q405 Q1 06 Q2 06 Q306
"+Growth Products +Legacy Products —a— Total Supscription Revenug |
Legacy Products ARPUY 03 Mix Growth Products ARPU 03 Mix
»~ Business SDSL $90-100 34% #T1 $300-400 21%
~Consumer ADSL $20-25 20% Business ADSL $50-75 10%
+ Partner Circuits N/A 4% ~ VoIP $1,500-2,000 6%
~ Frame Access $70-80 1% ~ Wireless* $300-350 3%
r LPVA $30-40 1%
~Bonded T1** N/A 0%

ote: ARPU’s are blended across wholesale and direct segments  *hi-cap wireless ARPU: $3,000-5,000

**bonded T1 available in 1H 07
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Covad growth products, currently comprising 41% of total

subscription revenue, are expected to accelerate in 2007 with the
launch of LPVA and Bonded T | services

Growth Products Subscription Revenue 03980
$45.0 $44.0 All Growth Products 51%
| $41.0
$40.0 Biz ADSL & LPVA 16%
$35.0
$32.0 _ .
$30.0 Wireless NA
0 $26.2 0
T $25.0  $23.6 VoIP 84%
E
s $20.0
]
& $150
$10.0 . 43%
$5.0 -
$0.0 I . .

Qi1 05 Q205 Q3 05 Q4 05 Q1 06 Q2 06 Q306

Closed NextWehb transaction in Q1 2006 10
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Investments in back-office automation and operational scaling have
enabled Covad to reduce SG&A expense while growing revenue

$120 - T 45%
|
o L 40% ¢
C C
O $115 | W
E ' 35% o
c , =
— - 30% @
W
2 3
§ 1 250% O
. — | 20%

—i

Q1 05 4205 Q3 05 Q4 05 Q1 06 Q206 4306

Revenue —¢— SG&A %

11
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- Covad has a unique set of assets with next generation product
capability Inthe top 11 markets

= 758 central offices, 14M+ homes and businesses

- These assets enable Covad to offer differentiated product
solutions to our customers and partners. Recentexamples
include:

= EarthLink - Offering a bundle of 8 Mbps DSL+ Local & Long Distance using Covad's Line
Powered Voice solution

« United Online - Agreement to offer consumer ADSL on a national scale

. FiberTower & NextLink - Covad provides licensed Wireless Hi-Capacity service to
companies like Disney, Marriott and Intel

- Growth products expected to accelerate in 2007 with the launch
of LPVA and Bonded T | services

- Revenue from Growth products should surpass the Legacy products by mid-to-late 2007

- Improvingfinancial profile provides increased flexibility
« Continued focus on operational efficiency
» Strong capital structure to pursue compelling growth investments

12
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Safe Harbor Statement Under the Private Securities Litigation
Reform Act of 1995:

This presentation discusses the Company's future business outlook. In this presentation we will make
projections and other forward-looking statements regarding future events or the future operational
and/or financial performance of the Company, including without limitation statements regarding future
revenue and subscription revenue, including VoIP, T1 and wireless revenue and subscription revenue, A-
EBITDA projections, our plans for new services, such as ADSL 2+, bonded T-1, metro Ethernet, G.SHDSL,
IPTV, video, WiMAX service and wireless broadband, and the stability of the regulatory and legislative
environment. The Company disclaims any obligation to update any projections, estimates or other
forward-looking statements. We caution you that such statements are only projections and actual events
or results may differ materially as a result of risks facing the Company or actual results differing from the
assumptions underlying such statements. Such risks and assumptions include, but are not limited to, the
Company's ability to continue to enhance and expand sales of its services, deploy new services, increase
automation in its processes, respond to increasing competition from other companies that provide voice
and data services, manage the Company's growth, maintain suitable interconnection agreements with the
phone companies, all in a timely manner, at reasonable costs and on satisfactory terms and conditions,
as well as new regulatory, legislative, and judicial developments. All forward-looking statements are
expressly qualified in their entirety by the above "Risk Factors" and other risk factors and cautionary
statements included in the Company's Forms 10-K and 10-Q filed with the SEC.

Please refer to our Q4 2006 Earnings Release and attached tables at
http://www.covad.com/companyinfo/investorrelations/ for reconciliations of non-GAAP financial measures
to the most comparable GAAP financial measures.

COFAD
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Revenue

$120 -

2006 Revenue: $474M

44 06 Subscription Revenue: $110M, +7%
vs 44 05

«Growth Products: $48M, +48%
=T1: $24M, +39%
«\/oIP: $8.5M, +79%
Wireless: $3.4M
—8,000 LPVA Net Adds in 44 06

5115

i
_ $l14
si12
§190 - $110
\ $108
B I
$100 . "

Qi o5 Q203 Q308 Q405 Q106 Qz 06 Q306 Q4 06

Ravenue (§ in millians)

I-
# ®

A-EBITDA

§200 » 2006 A-EBITDA: $396M

g wo = 44 06 A-EBITDA: $6.7M, +$10M from 44 05

: .. . « 44 06 SG&A: 25% of Revenue, 31% in 44 05
35.0; :
(510.0) Ry
150 ($11.9)

NOtes: Q105 Q205 Q305 o4

+ All growth increases are measured from Q4’05 to Q4'06

» Q2'06 A—EBITI_DA includes the b_enefit of a transaction tax adjustment of $19.5M and a $2.1M employment cCO AD
related tax adjustment. Excluding these one-time items, A-EBITDA was $4M ?
= Q106 includes $1.7M benefit from ACCA; without ACCA, A-EBITDA in Q106 was $1.0M



Subscription Revenue
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¢ Total Growth & Total Legacy —&— Total Supscription Révenue
Legacv Products ARPU YR VI
= Business SDSL $90-100 33%
Consumer ADSL $20-25 18%
= Partner Circuits N/A 4%
, Frame Access $70-80 1%

Note: ARPU's are blended across wholesale and direct segments
4 *hi-cap wireless ARPU: $3,000-5,000
**ponded T1 available in 1H 07




Covad growth products, now comprising 43% of total subscription
revenue, are expected to accelerate in 2007 with the expansion of
LPVA and launch of Bonded T | services

Growth Products Subscription Revenue

O%QE{OG

All Growth 48%0
Products

$47.5

$41.0 B B B Biz ADSL& LPVA 15%
Wireless NA*
$29.2
VoIP 79%
T1 39%

Q105 Q2 05 Q305 Q4 05 Q1 06 Q206

Q306 Q4 06

Notes:

o Slight differences in some product revenue stream totals due to rounding
¥ *Closed NextWeb transaction in Q1 2006
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